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Morning Commissioners

Provide updates on Renew projects for 2010/11 FY and next steps for Renew Projects in 2011/12




Our Business Objectives

• Focus on turning around draw game sales
• Ensure we are getting the most out of Scratchers
• Get the most out of our retailer network
• Get the most for our Marketing dollar
• Allocate our resources to maximize profits
• Foster a performance management culture
• Focus on building productive stakeholder relationships
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As you recall, our business objectives for next fiscal year were presented by Jim Hasegawa at last month's Commission meeting – read each objective
Each Renew workstream has connected  to one or more of these business objectives.







Project Status 

The Key Projects:
– Retailer & Sales Support (aka “Retail”)

– Scratchers End to End
– Draw & Jackpot Games
– Marketing (Advertising, Promotions & Player Communications)

– Digital Communications and Public Website
– Business Optimization – Market Response Analytics 

(ROI)
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Let’s highlight the six key Renew projects.  They are:
     (read from list)







Retailer and Sales Support

Key Successes (FY 2010/11) & Next Steps (FY 
2011/12)

• Retailer Sales Building Program
• Ex$ell
• Scratchers Inventory & Distribution
• Retail Network Optimization & Communications
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Retailer Sales Building Program
Completed “makeover “phase (merchandising/education/promotions)
Developed  and implemented a retailer incentive program
Next Steps for 2011/12: 
Conduct analysis of current retailer incentive (supports Mega Crossword game) and if successful, develop program as a “off the shelf” program  and look at other possible incentive programs
Ex$ell
Introduced the 4 basic components (full facings, activate games, maximize facings, increase POS exposure) and established baseline sales performance
Next Steps for 2011/12: 
Provide services commensurate w/potential sales – best ROI, looking forward to developing our next  best retailers with the greatest  sales potential
Scratchers Inventory & Distribution (SID) 
Developed efficiencies in getting our tickets (production to distribution) to the retailers and launched a pilot program that will revitalize our operational processes 
Next Steps for 2011/12
Implement key findings in ticket production/distribution and devise a statewide roll-out  plan should pilot program become successful
Retail Network Optimization & Communications
In progress - evaluate distribution base and address equipment placement to maximize sales performance
Next steps for 2011/12
Complete analysis (break-even analysis, sales performance range) and determine maximize sales potential per equipment placed at retail.
Establish a “one voice” approach in our messaging to retailers that is consistent and meets business objectives.





Scratchers E2E

• Key Successes – FY 2010/11
• Next Steps – FY 2011/12 
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Key successes
Reduction in the number of games to focus on best selling games and increase availability and assortment of $3 and $5 games.
Refinement of the Scratchers Product Plan (timing of launches and ending of games)
Utilizing proven games within the industry and those that tested well with consumers and creating prize structures with increased frequency of wins
Next Steps
Automate classification designations in the predictive ordering software (Pro-call).
Launch the $10 game category.
Build efficiencies in our Distribution channels.





Draw & Jackpot Games

Key Successes (FY 2010/11) & Next Steps (FY 2011/12)
• SuperLOTTO Plus
• Hot Spot
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Key Successes
Completed SLP situation analysis and addressed methods to broaden playership through “value added” programs and identified a need for a differentiation strategy from other Jackpot Games.
Also completed a situation analysis for Hot Spot that included a retailer assessment that identified recruitment needs for monitor games. 
Next Steps
Develop a positioning statement for SLP and possible new promotions that utilize the web.  A positioning statement will help differentiate SLP from other Jackpot Games and new promotions will provide added value to our players.
Implementing a 10 Spot monitor game. This tactic “refreshes” the game which can bring more excitement at retail by offering additional ways to play and win. This also increases positive “chatter’ at retail about our games.



Marketing Communications

• Key Successes – FY 2010/11
• Next Steps - FY 2011/12 
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Key successes
In progress - process mappings for consumer marketing communication functions 
In Progress – Hispanic Advertising Services RFP

Next Steps
Identification of apparent successful agency for Hispanic Advertising Services Contract – August 2011
Complete process mappings for Consumer marketing & Advertising functions by September 2011.



Digital Communications and PWS

Key Successes – FY 2010/11
Next Steps – FY 2011/12 
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Key Successes
Improved player/consumer communications on existing website
Developed protocols and identified tactical changes to current web site that provide a more engaging experience for players (2nd chance draws for Draw games and simplified process to enter Scratchers tickets)

Next Steps
Launching the new web site  summer 2011 (August)
Develop longer term “value added” projects to build sales by integrating the social media channel with all Lottery activities.



Business Optimization

Key Successes - FY 2010/11
Next Steps – FY 2011/12 
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Key Successes
Completed market response Analytics (or ROI) for media buys.  
Scheduling a presentation on the findings and the analytical approach to Senior Lottery Management in the next few weeks. 

Next Steps
Implement model
“Business as usual” approach - refinement to the model with updated additional sales data one or two times per year. 
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